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Information Systems Join the Tupperware Party

Heads Up

m Problem: Changing
business model caused
unnecessary difficulty
for Tupperware sales
consultants.

m Overview of how business firms use MIS

 m Brief introduction to entire field for later
chapter

m Solutions: Implement
Web-based order
management system that |

simplifies order entry
and other tasks.




Information Systems Join the Tupperware Party

m Oracle Collaboration Suite and Oracle Portal also
streamlines communication and support.

m Demonstrates IT’s role in centralizing data, improving
production processes, and driving growth and
profitability.

m lllustrates the importance of automating business
processes to reduce workloads and increase
productivity.

2.1 Components of a Business

m A business is a formal organization whose
aim is to produce products or provide
services for a profit — that is to sell products
at a price greater than the costs of

production.

Information Systems Join the Tupperware Party

‘ Business <
{ Challenges

® Continuing expansion
Manitor service People ® Transition t_o multilevel
levels and sales compensation structure
Design compensation T
structure \

Revise ordering and Organization —J» Information Busi
compensation processes System ‘Solutions

* |ncreasq
. sales
® Enler orders via Web
interface

® Access multiple corporate
systems

* Provide personal
g-commerce site

\J

Implement Oracle
Collaboration Suite and
Oracle Portal Technology

Integrate with existing
systems

2.1 To sell and to buy...

m Business firms transform inputs and
resources by adding value to then in the
production process.

m Customers are willing to pay this price
because they believe a value greater or
equal to the sale price.
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Customer’s > Selling Price
Perceived Value

Business Environment

m Business firms depend heavily on their
environments to supply capital, labor, customers,
new technology, services and products, stable
markets and legal systems and general
educational resources.

m Business environments are constant changing:
new developments in technology, politics,
customer preferences and regulations happen all
the time. In general, when business falil, it is

often because they failed to respond adequately to

changes in their environments.

m Small and Medium Enterprises (SME’s) all
over the world contribute some 50% of GDP
in the developed economies and some 60%
of total employment (Lloyd-Reason, 2007).

m In 2006, 99.77% of the total enterprises in
Taiwan were SME’s (MOEA, White Paper on
SME’s in Taiwan, 2007).

Marketing Environment

m The microenvironment consists of the
factors close to the company that affect its
ability to serve its customers.

m The macroenvironment consists of the
larger societal forces that affect the
microenvironment.
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The Company’s Microenvironment The Company’s Macroenvironment

To respond to the environment...

m To be successful, an organization must
constantly monitor and respond to or even
anticipate — developments in its
environment.

m A firm’s environment includes specific
groups with which the business must deal
directly, such as customers, suppliers and
competitors as well as the broader general
environment, including socioeconomic
trends, political conditions, technological

innovations and global events.

Tochnology
and scince:




Technological Environment

m The technological environment is perhaps
the most dramatic force shaping our future.

m New technology create new markets and
opportunities. They replace older
technology. Companies that do not keep up
will soon find their products outdated and

miss new product and market opportunities.

Thus, marketers should watch the

technology environment closely.

Corporate Website

m Corporate Website is designed to build
customer goodwill and to supplement other
channels, rather than to sell the company’s
products directly to:

- Provide information
- Create excitement
- Build relationships

Buyer-readiness Stages

Marketing Website

m Marketing Website is designed to engage
consumers in interaction that will move
them closer to a direct purchase or other
marketing outcome.
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Louis Vuitton

The 7 Cs of effective Website design

Bl U1 =D b =

LOUIS VUITTON

THE WORLD OF LOWAS VUITTON STORES CATALOG

Context
Content
Community
Customization
Communication
Connection
Commerce

Organizing a business:
Basic business functions

m The decision of what to produce is a
strategic choice because be it determines
who are your potential customers and what

kind of sources of a business firm needs.
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MIS helps organizations to achieve
the following objectives:

m To achieve operational excellence
l (productivity, efficiency, agility)
m To develop new products and services

m To attain customer intimacy and service
(continuous marketing, sales and service,
customization and personalization)

m To improve decision making
(accurate and speed)

m To achieve competitive advantage

m To ensure survival

Information supports functions

m Manufacturing & Production

Shipment & crder daty l

Inventony Managemant
Miste Bl | e Iveniory e 1epon
= Comboral Systesn

Inventory Status Report
Date:] A1 42008
It Description Tnits on hand nits on order
S351 Fan belt 1o =11 e -
e =] Fower cord S55.F710 .00 [sisfisisaNele]
S21=E Condenser [slei= o] 10 20 O

Information supports functions

m Sales & Marketing
‘Sakow Dala l I To invenlory & production systems
Sales File d
<— ——= | rpom
Sales report : Week Ending 2/7/2008
Item Description | color Size Unit Price | Unit Sold Total Sales
294 Sports bag Black Small $10 10,451 $104,510
Sports bag Black hdedium $=20 21,800 $436,000
Sports bag Red Small $10 5,331 £53.310

Information supports functions

m Finance & Accounting

Invoice & Customer Data

l I To General Ledger )

AR master Ssoui Managemant

il —— Receivable P — report

System

Online Queries

Accounts Receivable Aging Repor
Cust. No.| MName | Cument Balance | 1-30 Days Past Due | 160 Days Past Due | 100 Days Past Due
5043 | Myers Co. - 5500
6219 | IT Garden $1,500 700
$1 000 $1.000)
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Information supports functions

m Human Resources

>

Employee data (various Departments) l I To payroll

Employee Human Managemant
master file | < = Reson <= | repon
System

Termination Beport
Date Name NMumber Reason
11/12/2007 | John Hansen 29,433 | Position elimnainated
12/1/2007 | Patricia Carlyie 14,327 Eetired
1/12/2008 Ellen Cuimbyr 21 224 1eft company

2.3 Systems That Span the Enterprise

m Enterprise System

Focus on executing business process across
business firm, include all levels of management

+ SCM (Supply Chain Management )
- CRM( Customer Relationship Management)
- KMS(Knowledge Management System)

Information supports functions

m Case study of Google (TPS)
l Transmetion Frocessing  Syslems Management Informatson Systems
- order -
Dides file <“:‘> processing | ---- ----b-sahedaxa
-
O Matesials WIS Repost
Froducticn Tesousce | meeoeeeond COSEdab —
<::> pm'.lam:ﬂz [ ::> l:> E}
A ——
===+ Froduct
change dase
3 [ Genenl —
i C:D ledger -~ -p| Extgrnsn
files | syslem data

SCM (Supply Chain Management)

m Provide information to help suppliers,
purchasing firms, distributers, and logistics
companies share information about order,
production , inventory levels, and delivery of
products. So that they can share, produce,
and deliver goods and services efficiently.
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SCM (Supply Chain Management)

m (contd)

ﬂ Get the right amount of product from source to
point of consumption with the least amount of
time and with the lowest cost.

CRM (Customer Relationship Management)

m CRM (Customer Relationship Management)

W Manage internal activity to fit customer’s
demand and improve long term relationship
for win-win status.

Win-win : our sales target and customer
satisfaction

SCM (Supply Chain Management)

shipping Order & Corporate
otificati shipping  Systems

Distribution
Centers WMS

Order entry

Manufactur
ing

Plans & = Shipping
shipments

CRM (Customer Relationship Management)

Marketing Sales Target Define Sales
Strategy ‘ (Seg. & Num.) ‘ Activity

1

Target Execute
Fulfillment Sales Activity
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CRM (Customer Relationship Management)

Define Sales
Activity

Proactive
Sales
Initiation

KMS (Knowledge Management System)

m KMS Chart (1/2)

Capability Gap

KMS (Knowledge Management System)

m Support Processes for acquiring, storing,
distributing, and applying knowledge, as
well as processes for creating new
knowledge and integrating it into
organization.

m Diminish capability gap between company
strategy and existing resource

KMS (Knowledge Management System)

m KMS Chart (2/2)

External
Resource

Capability Gap

2009/3/20
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2.4 The Information System Function in Business

Information System Department

ClO

‘ Information system manager ‘
| | |
<—> ‘System analysts‘<—> ‘ Programmers ‘

facing problem Transfer end Improve system
ST e user demand interface to fulfill end

operating into Isr;f;rerr:tlon user request

2.4 The Information System Function in Business

m CKO & CSO & CLO — an executive to
integrate exit knowledge into
enterprise operating process.

m Consulter: CKO is experienced with strong
information background to lead enterprise
into correct business tendency.

m Executer: CKO is not an empty talker, in
other words, CKO is a role to transfer
knowledge into executable process.

2.4 The Information System Function in Business

m Information security enforce: CSO &
l cslo

m Example:
Set up Incident Response Procedure.
m Comply privacy laws: CPO

m Example:

Insufficient privacy frame work may damage
company business image even will against
regional legal rules.

2.4 The Information System Function in Business

m Information System Service.

Procurement
Information system
service

Accounting & Finance

Human Resource

2009/3/20
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2.4 The Information System Function in Business

m Management Level for System Service

Information system provide multiply
system to different management
level:

m EIS — assist decision maker for
business direction

m DSS — assist making business
strategic

m MIS — provide management
information for each function
business unit

TPS — increase effective solution in

Case Description:

Role Definition: you are a part of Dirt Bikes’
management

team and have been asked to analyze data on Dirt
Bikes’
financial performance.
m Prepare an addition to your management report
that answers these questions:

1. What are Dirt Bikes'’s best- and worst-performing
products? What is the proportion of domestic to
international sales? Have international sales grown
relative to domestic sales?

2.5 Hands-on MIS

mAssignment # 1
mAssignment # 2
mAssignment # 3

Assignment#1

m 2. Are sales(revenues) growing steadily, and, if
so, at what rate? What is the cost of goods
sold compared to revenues? Is it increasing or
decreasing? Are the firm’'s gross and net
margins increasing or decreasing? Are the
firm’s operating expenses increasing or
decreasing? Is the firm heavily in debt? Does it
have assets to pay for expenses and to finance
the development of new products and
information systems?

m 3.(Optional) Use electronic presentation
software to summarize your analysis of Dirt
Bikes’s performance for management.

2009/3/20
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The Proportion of Domestic to International Sales

Sales by Model Between 2003 and 2007

Sales by Model Between 2003 and 2007 Remark:
4500 Dirt Bikes’s
[ best- tic vs. International Sales
performing 2003 2004 2005 2006 2007
2500 roduct is Domestic 5723 6843 G254 8883 8530
¥ . International 528 B40 911 889 762
gexm Enduro 550; TOTAL 6251) 7483 _ 9165|  9778] 9292
e raney e WOTSE- % International BA%| BG%| 90%| o91%w pgoo
£ v performing [l Domestic 916%|  914%| 901%|  909% 91_8“,%"'
£ 2000 w00 one is Moto [[Bomestic-Interational 5195 6203 7343 5000 7768]|
8 ——Moto 450 450

Remark:

The proportion of domestic to international sales is relatively
high on the average of 91.2% from 2003 to 2007.

Please refer to the attached raw data.

Comparison of Domestic and International
Sales

Consolidated Statements of Income (in thousands)

Domestic v.s. International Sales Remark' C lidated S. of Income {in th ds) Remark:
e 2T el 200 - 005 2006 2007 1. Sales (revenues) are
o000 1. International sales evene not growing steadily
. is far less than Mot sales 61529 64063 60144 It drops from 64,063
- Cost of goods sold 41,072 43155 45835 . ¢
5 Domestic sales Gross p?oﬁlf(loas} 20457 20003 12300 060,144 in 2007.
between 2003 and Gross margin 3325% 3264% 2379%] 2. The cost of goods
o0 2007 ] sold has been
§ . Operating expenses q 3 h
g e Sales and markering 3844 453 4733  INCréasing whereas
2 [Engineering and product development 2,339 2,992 34 the net sales dI"OpS n
E 5000
v _:""“e““’ ‘ 2. Both of General and administrative 1392 1601 1.913 2007.
=z R q [Total operating expenses 7675 9,130 9787 .
g 2 Intemat_'onal and (Opsrating income/loss 78 17 sz o Thefirm's gross and
3000 domestic sales grew net margins are
. . Other income/expense i
2000 bUt |nternat|0na| sales Interest m:nmeﬂex::emse 40 175 1,747 decre_aSI’ng. :
i ' 4. The firm’s operation
didn’t rise as much as Other income/(expense) 3080 2914 5254
1000 — . [Income before provision for income taxes 9782 9.039 15 expenses are
4 domestic sales from Income taxes §3 1729 145 increasing over three
et income/(loss) 9.247 7.310 -1.444
20sWE 2005 2008 | M0 2003 to 2005. et margin T03% 4% 240%]  Years.
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Summary Balance Sheet Data

Summary Balance Sheet Data Remark:
4t December 31 2005 2008 2007 L1.Thefirm is not
Current asssts heavily in debt since
Cash and cash equivalents 6,891 7.197 6,994 the total assets are
lAccounts reveivable 12,872 12.981 13.083
Inantoriss 5843 593 6315 Mmuch more than total
Total current assets 25606 26109 26392 liabilities.
. 2.The firm has assets to
Property plant, and equipment 32002 34515 36920 f d
(Other asssts 1834 1303 175 Pay forexpenses and to
Total assets sa442 62527 65077 finance the
- development of new
Current liahilities duct d
Accounts payable 7532 8694 g9z Productsan
Accrued expenses and other liabilities 8654 9382 10877 information systems
Total current liabilities 16,246 18.076 19820 gjnce total current
Long-term debt gao 93 g7z assetsare much more
Total liabilities 25136 27414 29592 than total current
: liabilities.
Sharsholders’ equity 34306 35113 35485
[Total liabilities + shareholders” equity 50442 62327 65 0??_

Assignment#2

m Task Description:

m Role Definition: a company that manufactures
aircraft components

m Objective: use some criteria to identify
preferred suppliers to benefit from better supply
chain management

m Assignment:

Use your spreadsheet software to prepare
reports to support your recommendations.

Summary of Analysis

m The charts above indicates Dirt Bikes's
weakness for international sales and leaves the
room for improvement.

m Net income has decreased to be -
US$1,444,000 in 2007 and give the
management teams an alert for some change.

m Dirt Bikes still has the working capital to invest

in new products and information systems for

more profit.

Recommendations for Preferred Suppliers

m Method:
1st Step: Categorize the parts
2"d Step: compare the suppliers with the best
offer for each part such as the price,
the shortest Lead time and so on.
Then find the preferred one.

2009/3/20
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Recommendations For Preferred Suppliers

m Example

A B C D E F G H DL L
Vendor Hame [~ Vendor No.  Order No. [+ Item Ne em Destripta = Item Cost v/ Quanti{ v Costper order /AP Tem~ LT '+
Durable Products 3 A 554 ControlPanel — § 22000 %0 § 12000000 45 5
Durable Products 3 AMA5R 4 ControlPanel 5 22000 500 § 000000 45 i
Wanley Ve 5 A3 BMT ControlPamel 5 28800 A0 5 70000 30 i
Waley Valie b AM#G  BMT ControlPamel 5 26800 406§ 103EN0 X E

Concerning control panel, Durrable Products is the most preferred
supplier due to the better item cost, A/P term and lead time

Remark:

compared to the other supplier.

(For more details, please refer to the attached excel file)

Find the shortest route

Assignment #3

m Task Description:

m Role Definition: a dispatcher for Cross-Country
Transport, a new trucking and delivery service.

m Objective: plan the most efficient route between
Elkhart and Hagerstown in U.S.A.

m Assignment:
1. Find the shortest route by using MapQuest
2. Find the route that takes the least time
3. Compare the results. Which route should
Cross-Country use?

Find the shortest route

1= o TR bt v gt comlns s

WED WeE Wiy SAFR IRD HAQ

Google[8~

| i Mgt - Iriving Dissctons - Wap Diwcsons

e @ D | By osE- | G on- G

'ﬁ' NEW! Save Your Maps & Routes

SeTUP 30 ICLOUN AN S I8 YOUF Exverite

mans on MapCusst Gl il

lavigation on Your GPS Phone
&1 Volce-Gulded direchons with
AnCuest MAWAMROF on YOUF Coll Bhons.

Storting Locetion

Find a Business e.j.. sopevess or Resiae,

Look up Cateaory o
Address or Intersection
E Ingana 4ve. and Prairie Srest | Bl ¥ |
ity state  ZIP Code
ERNat 1]

% Directions - Enter as much as you know

(D Ending Location

Find @ Business e.g., Appetess or Aestaurants

Address or Inersection
Eastem Blvd. M. and Fetomac 4.

ey Atnte  ZIF Code
Hagerstown MD

) Bosgns Dusony

D CAlapy of Ased

L)

1
@
®
@
o1)
s Key in
the
address
informati
on

All New: AOLcum\ Mai\\ Download the MapOuestTm\har\ Download MapQuest Mobile Apps

MAPQUEST @ @

Maps  Directions YellowPages Local  GasPrices

Hello Guest
SignIn | Sign Up

My Places

Get the most out of the new MapQuest, See All the Featurd]

B Print  Save  SendTo ¥

Link to This Page: hitp:/www mapquest com’
&G E Indiana Ave & Prairie St B (BB Eastern Blvd N & Potomac Ave
Hagerstown, 11D 21742
Search Nearby

Online Offers

» Hagerstown Hotels

w Hagerstown Restaurants
u Hagerstown Real Estate

el | Send to OnStar

Total Estimated Time: & hours 51 minutes
Total Estimated Distance: £33.54 miles

+ Add Another Location

Total Estimated Fuel Cost

2009/3/20

15



2009/3/20

Find the shortest route d the shorte oute

¥ Dirnctions from A& b B d 4 o ok sandus| . Street Map [LCUCIRIET
G 1: Stertoutgoing NORTH on PRAIRIE STICOUNTY ROAD § toward WAGHER: AVE. 2 1mi " ‘g’ h Lsjeayn Shainal/ ] 3l ikt \ 35 "o 4
Ceninug to folow COUNTY ROAD o “Jlonia_Jst. Johns gFIIM rnia 1 = 62,5 & =
urg v |
Z Tum LEFT ondo E BRISTOL 5T. LELT g ol { strat a i t
& . ot e 7 & 400 5 eneseo neva
Q 3 Tum RIGHT anbo CASSOPOLES STAN-18 22mi ] i y 2t bort Burwell ~ % AN
| oF ol im ole 1 Hornell_, Bath
4: Take the -304-80 rame teward TOLL ROWD. LR 3i Erif L | Eimi
Portage son iyl ington ~— 524 EImir
@ 5: Maegi ondo B0 E foward OHID (Porbons osing into GHIG) 2833 mi 7 X -~ 7 cdi i
G N ) Genevs, O Walsboro (1)1 655
PP & Kbep LEFT totaks |-78 EPENNSYLYANIA TURNFIKE lowaid PITTSEURGH 184 5 mi — Garlan S
{Partions Yol {Crossing info PENNSYLVANLA) jappanee, & .5y Sandus =) ohnsanburgBlossburg - Clark:
QP 7 Merue ordo 170 Eria 0T 167 loward US- 10 BREEZEWCIDBALTICRE 22mi 50 ) e AT aron) ersr lfamsporf wilkes-
(Poricas toil oK = - Clearfield 121 |
B 5 atemeusanwWest ot )
@ % Tum SUGHT RIGHT onto 1703 30LINCOLNH LEL]
@ A0 Tum LEFT onko I-70 E {Crossing into MARYLAND) agsmi
B3 1% Takeme 161 N et EAT 26 toward HAGERSTOWNHARRISEURG. admi
w 12 Uarpe onte 81 Na EXT 268 toward HARRISBURG. &0mi
[~ JRERE WALIGANS AVEMUE it EXIT 8 aami
18 T anp Wowand US-11 aami
4 15 Tum SUGHT RIGHT ontp MALIGANS SVE 0 &mi
G 15 Tum RIGHT ants PENNEVLUANIA AVELS-11 1m0
@ 17 TumLEFT nk NORTHERN S/E 1Ami

Find the route that takes the least
time

Find the route that takes the least
time

v oarecaons mom A se B

W ’UW\HI}DYB[“EFMU‘HEIHGHH; Ave & Frae . ’_1

’@ .
Tota Estmated Tims: & hours 5 s @ ShorsiDsfance
Total Estmated Cistance: 506 52 mles UL N

M Update Directions
Total Estmated Fuel Cost

A5 Tum SLIGHT LEFT ko 5 BLAIN ST7 EUCHANAN TRL W41 Pk 187 PA-L8 PA-TS. Cankinus 1o fofcw ELICHARAN TRL 141 Pa
WP
BB Tum RIGHT

47 MERCERSEURS RDY PA-£ 18 bacomes CEARFOSS FIRE

e

%8 Tum LEFT anto GARDIEN VEW RO

Directions Options R S g AT o0 MORNA M et KRAEY 37,
 E RS IE TOLEDS RIVOLD US 20
AlNaw AOLcnm\ Uail anmraﬂheManauasﬁnmrar\ Dovwnload MapQuestNichilz Apas & e
Hide Directions () > o coto 5208 owaes Ao
MAPQU ESY. @y if, %,‘ Reverse Directions @S T POGHT o O
Maps Diractions dewplgeg Local (Gas Prees , & Merge oo 160 E va e ramp on B LEFT (Porkons 14
Avoid: w : Kaeg LEFT 10 ke 178 ) PERNSYLVANA TURNPICE rward PITTSEURGH (Pormar 1oll] (Crasang s
D H\ghways Lw E Nerge wia EXIT &7
Print  Save SendTo¥ Lirkt Ths Page: bl mapouestcan. : B Takon th L1530 BUISIISS rarmg toward PA-38 & VIRETT
] Tol Roads [4d) 1o Sty STRAGHT to oo arto W WARI ST US-30 BRE
I Eastern Bivd N & Potomac Ave  Online Offers _ (GE) 11: Sty STRAGHT bo o3 oeke US-30 1 LIWCOLH WY,
Fagersoun, D 21742 + Hagerslwn ol Setsonaly Cosed Ronds @ 12 TUnLEF o paD0
Sﬁ:‘m‘"w‘ e w Hegerstow Restewrants Show Directions By: @ 13 TumRIGHT onin LINCOLN Wi W,
» Hegerstown Feal Estae © SotsstTne QT ST RIGHT oo B BCHAAR TR 1
¥
v
v
A 4
A d

20 Tum LEFT ot MASSANSALLE RD.
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Find the route that takes the least
time

g'h.u o

» Comparison

Route Distance Time

The shortest 506.52 miles 9 hours 45 minutes
distance (-27.02 miles)

The shortest time  533.54 miles 8 hours 51 minutes

(-54 minutes)

*Which route should Cross-Country use?

It depends on the package number, package
route on that day, and company policy about
whether time or cost is the priority.

Opportunities

m Achieve higher levels of productivity,
earnings, and ultimately advance share
prices.

m Enhance decision making of both managers
and employees

m Providing information where and when it is

needed in a formal that is easily integrated

into everyday business life.

SUMMARY
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Management Challenges

m Integration and the whole firm view
m Management and employee Training

m Accounting for the cost and systems and
managing demand for systems

CASE STUDY-JAPAN - | €2 TOYOTA

http://www.toyota.com/

2 TOYOTA [T .o e e =3

THE 2009 COROLLA

| wspne mmm E
: i

A SHOPPING TODLS 4 FOR OWNERS & TOYOTA CLRTIFIED USED &

Solution Guidelines

m Inventorying the firm’s information systems
for a 360-degree view of information

m Employee and management education

m Accounting for the costs and benefits of
information systems

CARS INFOR

““““ Qﬁﬁﬁ@ﬁ@ﬁ

‘ 1y MATRIX CAMRY  CAMRY SoLaR Pl AVALON
il!.."! '.!f--) ||§ A58 o | iy s ..,"v LILEELY ..ylvg - 2 |u ﬂ‘ A sl ¥ 28 9?1 slaw! KIS charieng
906 st neg. N ﬂﬂ(r 112 emt Mg * Hi et mog* HM e W WA ||"(9 Hitw '||'G’ AR est g
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Attractiveness GO TOYOTA

m Toyota website is one which reflects on the
strong principles and good quality
m good-looking
m structured homepage

m The main colour: white and a light shade of gray,
greens and blues in bright shades

m cartoon-character popping banner
m The flash banners incorporated onto the
homepage give the Toyota website a fun
and youthful appeal.

Improvement

m The search engine optimization is however
not enough if the Toyota company wishes
to take full advantage of the marketing and
promotion properties of their website.

m more keywords be placed in the meta tags and
web contents. Q & A

m through Website Design and Marketing
company
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